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Abstract  
Cow leather's bag business appear, due to the opportunities in the market, but never to respond to demand 
from consumers over this product. The cow leather bag's business as the object of this research is a small 
business which is made by young people who have expertise and conducting production activity started 
from sewing up to manufacturing its products and create labels for its cow leathers bag. Due to business, 
as it began to appear and numbers of existing competitors, then business novice must have good business 
planning and to be able to compete with others in order to survive. Since then, there is a need for 
implementing Business Model Canvas in terms of business. This study uses qualitative methods which 
include observation and interview to find out what is the influence of Business Model canvas for the 
business owner. The result is that cow leather bag business can be developed using the nine elements of 
business mode canvas that provide information about aspects that exist in business. 
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INTRODUCTION 
 
Business model canvas (BMC) is a business strategy which facilitates employers in 
improving its business. BMC, discovered first by Alexander Osterwalder, and BMC is then 
recognized as a global standard that provides an alternative strategy that can be applied to all 
forms of business model and can be applied to the business of small businesses that are 
categorized as start-ups. Frick and Ali (2013) found that small businesses can use the BMC 
because this model can be used as in progress business activity map, and the mapping refers to 
the nine essential elements. Nine of these elements i.e. customer segments, value propositions, 
channels, customer relationships, revenue streams, key resources, key activities, key 
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partnerships, cost structure. Nine of these essential elements, is the Foundation of the 
entrepreneurs, especially new entrepreneurs who want to start their business. 
  In Act No. 20 of the year 2008 (Indonesian Law), mentioned that ventures has four 
levels, namely: micro, small, medium and large business ventures. Small businesses, according 
to article 1 clause 2 Act No. 20 Year 2008 was productive economic efforts that stand alone, 
which is done by the individual or business entity that is open is not a branch or subsidiary 
company owned, controlled by, or be a part of either directly or indirectly from medium or large 
businesses that meet the criteria of small enterprise as stipulated in this law (source: bi.go.id, 
2017). Later, in article 6 clause 2, mentioned about the small business criteria, as follows: a) has 
a net worth of more than Rp. 50,000,000.00 (fifty million rupiah) up to at most Rp 
500,000,000.00 (five hundred million rupiah) not included land and buildings are places of 
business; or b) have annual sales of more than us Rp. 300,000,000.00 (three hundred million 
rupiah) up to at most Rp. 2,500,000,000.00 (two billion five hundred million rupiah) (source: 
bi.go.id, 2017). Thus, it can be concluded that for businesses that are considered small 
businesses, is a business that must meet the above characteristic. 
  The company's strategy of trying to explain why the existence of important companies in 
the market, i.e. by determining the approach to creating superior value for customers and 
determine how the capabilities and resources to be used to give the desired value to customers 
(Gamble, Thompson, and Peteraf 2014). Business strategy, set priorities in the company and 
management team and help the Organization to attract and retain the talented employees needed 
company. Merchant (2008) mentioned that the elements in the business strategy should include 
the following: 
a. Why the business exists? 
b. What are the advantages of owning the organization? 
c. Consumers, are the one that should be served and or started to be serve? 
d. Form of product or service should be stopped, or continued its production or start produced? 
e. Why do businesses decide a certain strategic direction? 
   
 The right strategy provides an opportunity for companies to be successful in business, 
provides the entire action, approach to the business, and how to stay afloat in business 
competition must be relevant. Create a business strategy can be done through impersonation of a 
business strategy that has ever been done by another company that has been more successful in 
the past. In other words, every business needs to have a typical strategy in order to compete 
successfully, and is closely related to the concept of strategy is the concept of the business model 
  Morris et al. in Saxena, Deodhar and Ruohonen (2017), mentioned that there are three 
general categories of business model definition, based on the main emphasis, called the 
economic, operational and strategic and represent them as a hierarchy in the perspective of the 
business model becomes more comprehensive as one of the more moving from economics to 
operations to a strategic level. Baden-Fuller and Morgan in Saxena, et al (2017) classifies 
business model definition into three categories: (1) scale model and role model, which describes 
how a company can organize themselves to create and distribute profitably. Teece in Saxena, et 
al (2017) describing the business model as the way in which companies provide value to 
customers, persuade customers to pay for their payment and convert the value for profit. 
Hamermesh, Pirmohamed in Marshall and Saxena, et al (2017), mentioned that the business 
model is ' core business decisions and the sum of trade-offs that are employed by companies to 
earn a profit. While Johnson, Christensen and Kagermann in Saxena, et al (2017), business 
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model can be thought of as composed of four interlocking elements that, taken together, create 
and provide value — the customer value proposition (CVP), resources the key, the key of the 
process and the benefit formula 
  Osterwalder and Pigneur (2010) expresses the idea business model canvas by describing 
through its nine elements, which shows the logic of how a company that has the purpose of 
creation of profit. Nine of these elements includes four main sections: business customers, the 
advantages offered, infrastructure, and financial viability. The business model is like a blueprint 
for the strategy will be implemented through organizational structures, processes and systems. 
Ostwerwalder et al (2010) describes the nine elements of the business model, and canvas, 
namely: a) customer segments value propositions, b), c) channels, d) customer relationships, e) 
revenue streams, f) key resources, g) key activities, h) key partnerships, i) cost structure. 
Problem formulation that would like to be appointed in the research is: how canvas business 
model can be applied as a business development strategy for small business entrepreneurs. 
  
METHOD 
This is a qualitative research approach. The sample was selected using convenience sampling 
method, that is one small and medium business is producing and selling leather bags. The 
location of the data capture is in the Cikupa District of Tangerang, and – data collection 
conducted for one month i.e. during September 2017. Approach to interviews, is with open-
ended questions, using rule 5W1H i.e. what, where, when, who, why, and how. The data is then 
in the analysis through the steps: data reduction (coding, categorizing), display data (showing a 
phrase often appears) and verify the conclusion (do a comparison between the concept and 
results) (Sekaran and Bougie, 2016) 
 
RESULTS AND DISCUSSION 
Starting a business for beginners is the hardest thing to do. Various challenges from the 
start how to run the venture and face an increasingly tight market competition. With more 
advanced and the development of existing technologies to make the level of competition is 
getting tougher. Technology also makes it easy for small business actors in the running and 
advance its efforts. 
  In order to face this competition then the principals of small businesses should be able to 
use the right strategy in accordance with the business run. Therefore, there are several ways that 
can be done by businessmen, among others: 
1. Need to know in advance who the intended target market  
2. Create a different, unique product from existing products 
3. Provide customer relationship is good for the buyer who is loyal 
4. Give the price according to the quality products sold by business owners 
  In addition to the above business strategies that can make it easier for the perpetrators of 
a small business is using the business model canvas. Business model canvas is used to visualize 
ideas, logic thinking or frameworks business and entrepreneurial. There are several reasons why 
small business entrepreneurs can use business model canvas in developing our business, namely: 
 1. Business Model canvas makes it easy for the planners and decision makers in a company by 
looking at relationships that occur among the components that are in the business, so the added 
value for consumers and companies can be generated. 
2. Can be used to test the consistency of relationships between its components. 
3. Test the market when business owners want to develop its business 
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4. Using a business model canvas, business owners can see the changes that were made and what 
are the consequences of that change. 
  
With this business model the principals of small businesses can exactly know the target 
market, the uniqueness of its products, where its products can be sold, revenue in its business, 
what are the activities performed in in his partner, who in his efforts, and what only expenses 
that must be removed in order. With a business model canvas is expected to maximize revenue in 
the middle of the current competition. This model is already widely used by small businesses or 
home-based business, and researchers conduct interviews against the perpetrators to unearth 
information-related products, patterns, marketing costs and others in accordance with the nine 
elements Osterwalder et al (2010) 
Here are the design development of the bag using a business model canvas: 
1. Customer Segments 
The segment of customers are individuals who will be using the service or products or 
business, that small businesses do in accordance with the needs of the consumers want. To 
compete more effectively in the business especially for small businesses, there is an urgency 
to be more embracing the right target market. In order for the customer segment that small 
business owners go it right, need to do the following: a. identify and map out the profile of the 
Group segments according to your needs, b. c. establish and communicate the benefits and 
advantages owned by the business segment of the group in accordance with the intended 
recipients. 
According to interviewee: 
"Our target market are woman who aged between 25-45 years old, career woman or woman 
who dare to spend money for a great quality and fashionable bags…since our bag’s model 
quite the same style as a branded one”. 
 
Thus, it can be concluded that elements of customer segments, this leather bag destined for 
women's careers or incomes that are between 25-45 years. 
  
2. Value Proposition 
A uniqueness that determine whether a product or service worth to be chosen by the 
consumer. The uniqueness that is given to the consumer, must be something really different 
with a product or service that is owned by another company or a competitor. This is intended 
so that customers can meet the desires and his needs to the maximum. 
According to interviewees: 
"We produce bag by using the best materials, namely materials made from genuine cow 
leather, not imitation or synthetics. Thus the products that we produce will have a high quality 
and can be used for a long time. Our workers working on own manufacture of bags in our 
workshop, and thus we can accept the customise defects or tailored to the desires of 
consumers". 
 
Thus it can be concluded that the quality of the product is the main thing to note. The other 
advantage is the product design can be tailored to the desires of the purchaser or consumer. 
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3. Channel 
It is the element that States how a perussahaan to communicate with the customer segment (a 
segment of its customers) and convey all the value proposition. Channel describes the 
interaction of the company with its customers and deals also with customer service. A key 
role for awareness of the customer up to after-sales service. 
According to interviewee: 
"Consumers can get our products in several ways, first from social Web like relatives, co-
workers, business associates, one's family, and other people we meet. Second, the bazaar. 
Third, social media like instagram, and online stores like Lazada, Bukalapak, and Tokopedia 
". 
 
Thus it can be concluded that the consumer can obtain the product through social networking, 
bazaar, as well as digital media such as social media and online store 
  
4. Customer Relationships 
Aims to foster the relationship between companies and consumers, in addition to new 
consumers, retain old consumers by way of offering new products or services. 
According to interviewee: 
"The buyer or customer connect through us primarily through social media where we respond 
quickly to any comments given. We also provide customer service by email, or phone or 
whatsapp for a quicker responds". 
 
Thus it can be concluded that the main way to connect with consumers is through the medium 
of social as well as a means of customer service that has been provided. 
 
 
5. Revenue Streams 
Describe how the company gain revenues from each customer. This is the element that 
determines whether the company would stay alive, growing or even suffered losses. In this 
element, has two income i.e. income from the sale of a product or service that is transactional 
and the form of repetition. 
According to interviewee: 
"We sell our products in several ways, among others; The first is from our social networking 
such as relatives, co-workers, business associates, one's family, and other people we meet. 
The second we often follow the bazaar in shopping centers or offices. Third, we sell a product 
using social media such as instagam, as well as online stores like Lazada, Bukalapak, and 
Tokopedia ". 
 
Thus it can be concluded that the way the income can be obtained via the social networking, 
bazaar regularly held, as well as digital media such as social media and online store 
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6. Key Resources 
Describe the most important assets that determine the success of the operation of a business 
model canvas. These resources can be either physical resources (building, vehicles, and 
equipment), money, human resources and also of intellectual resources (copyright, trademark, 
patent and data base subscribers). 
According to interviewees: 
"In this effort, we emphasize the quality of human resources. Tailor who we employ 
experienced more than 10 years. Then, cow leather material we use is the number one quality 
imported from Europe and Korea. We also use the best accessories, making it durable and not 
easily dull. And that is no less important is the sewing machine we use is the engine with 
reliable quality, so that the results of the stitches become smooth". 
 
Thus it can be concluded that the strength of the resources in the business is the quality of 
human resources, materials, accessories, and machinery. 
 
7. Key Activities 
This activity plays an important role in realizing the value proposition. Not all activities can 
be categorized into key activities, but activities that really support the Organization's success 
in delivering value proposition to its customers. 
According to interviewees: 
"In our business there are several stages that must be undertaken seriously. The first was the 
purchase or selection of raw materials. We buy only the best raw materials from trusted 
manufacturers. Then we will design the type or model of the bag, whether will be using hobo 
model, tote, sling bag or else. After the design, then our workers would sew carefully to get 
the best quality products. Next we will sell using offline and online means that could be used. 
Last is shipping or packaging to the consumer”. 
  
Thus it can be concluded that the activity is used in this industry is the purchase of raw 
materials, product design, product manufacturing, sales, and delivery or packaging 
  
8. Key Partnership 
It is the third party in helping the passage of all major activities of the company. Several types 
of partnerships i.e. suppliers, shipping companies, Government, bank. 
According to interviewees: 
"In our business there are several parties that we count on. The first is a raw material 
supplier. We rely heavily on manufacturers that provide the raw material with good quality, 
this is quite difficult to obtain". The second is a shipping company that has a good reputation, 
so our products are not damaged when in the process of delivery. The third is an online shop 
where we sell like Tokopedia, Bukalapak and Lazada. 
 
Thus, it can be concluded that co-workers needed in this business is a provider of raw 
materials, logistics or courier delivery companies, as well as online stores. 
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9. Cost Structure 
Describe all costs that will arise after the operation of these undertakings, and are useful to 
realize the value proposition through the proper channel, key resources, and key activities. 
Cost structure greatly influenced from the strategy chosen by a company, if the company 
wants a low cost or benefits. 
According to interviewees: 
"Our routine expenditures, the main thing is to spend purchased raw materials as well as pay 
salaries or seamstresses. Other fees to be paid is the other operating costs such as electricity 
glue, thread, zippers, and more. Other charges were fees provided for example for product 
delivery. We must also set aside funds to pay the Bazaar that often we follow in shopping 
malls or Office ". 
 
Thus it can be concluded that the expenses incurred in this venture is to purchase raw 
materials, paying salaries of employees, operational costs of production, transportation costs, 
and funds to follow various event bazar. 
  
Based on the information in the above interview, then in the formulations in the form of business 
model canvas, as follows:  
 
Key Partners 
 Cow leather raw 
materials 
Distributor 
 The Shipping 
Company 
 Online Store 
 
 
Key Activities 
 Purchase of raw 
materials 
 Design 
 Sewing 
 Sales 
 Delivery 
 
Value Proposition 
 Product Quality 
 Tailored to the desires 
of consumers 
(customisation) 
 Use genuine leather 
  Can customize 
 
Customer Relationships 
 
  Using Social Media 
 The Availability Of 
Customer Service 
 
 
Customer Segments 
  Women's Careers 
  Age of 25 – 45 years 
old 
 Intermediate and 
above 
  
 
 
Key Resources 
 Human resources 
 Raw material cow 
leather 
 Quality Accessories 
 The quality of the 
sewing machine 
 
Channels 
 Networks 
  Offline (bazaar) 
 Online (Social Media, 
buy sell platform) 
 
Cost Structure 
 Raw material cost 
 Employee salaries 
 Operating expenses (electricity, glue, thread,zippers,etc.) 
 The cost of transportation 
 Cost of bazaar * 
* at any time 
 
Revenue Streams 
 Network 
 Income from offline (bazaar) 
 Revenue from online (social media, buy sell platform 
Figure 1. Business Model Canvas Leather Handbag 
  
CONCLUSION 
This research aims to discuss how the business model canvas can be applied as a business 
development strategy for entrepreneur’s cow leather bag. From the background that this business 
exists because of the efforts of the owners intend to fill the potential market is still wide open for 
this leather bag products, and excess owned small businesses these are products produced after 
getting a cash advance from the buyer, no goods stored in a warehouse and use a simple 
distribution channels, so there is the potential to develop into a leather bag an exclusive product 
in the future. In this case, a small business that was made was an attempt of the bag of cow 
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leather, located at Cikupa – Tangerang Regency. Using a qualitative approach, the results that 
are obtained, there is potential for the development of business leather bag by using a business 
model canvas, including by considering the nine components that have to be met within the 
business model canvas. 
  
MANAGERIAL IMPLICATIONS 
Managerial implications of the results of this research are the business owners need to ensure 
that the implementation of these canvases is the business model for corporate earnings. Thus, the 
formulation of the business model canvas will be the projection of how potential is the business 
that has been built up can develop (see one of the value of business income). 
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